The present paper explores reciprocal adaptation of emotion in conflict transformation and negotiation (Martinovski and Mao 2009, Martinovski 2010) by studying authentic discourse. It finds that reciprocal adaptation affects emotion in conflict transformation. It is most evident in empathy exchanges and realizes as direct and opposite reciprocity. The study concludes that conflict is a method through which participants learn how to enter into each other's frame of reference.
Introduction
Management of conflict, including conflict transformation, involves management of emotion in the process of problem reframing and evolution of problem representations, including goals, values, criteria, and preferences (Shakun 1991 , Kumar 1997 , Barry 2008 , Druckman & Olekalns 2008 , Martinovski 2010 . At the same time, there are discoursive mechanisms such as reciprocal adaptation (Gumperz 1982) , which influence participant's frames of reference. In the context of conflict management, reciprocal adapatation may work both ways, it may lead to a stalemate or to mutual cooperation. The purpose of this paper is to explore how reciprocal adaptation influences emotion in conflict management and what linguistic phenomena and argumenation are involved in the process. The study uses discourse analysis of linguistic manifestations of reciprocal adaptation and emotion in face-to-face two-party friendly exchanges and a three-party plea bargain negotiation from Heritage's and Maynard's corpora.
Reciprocal adaptation in empathy exchange
Gumpertz (1982: 13) defines reciprocal adaptation as "the procedure …where each participant gradually learns to adapt and to enter into the other's frame of reference." This definition does not involve emotion, however we find reciprocal adaptation most evident in social empathy interplay. The following example illustrates a successful ritualistic 'empathic moment' (Heritage, 2005) 
Reciprocal adaptation as conflict management
In conflict situations we observe escalation of conflict or gradual resolution as a result of reciprocal adaptation, which in the analysed plea bargain involves not only factual references but also emotional learning. Emotion is thus an active force in transformation of negotiation from cooperation to conflict and from conflict to cooperation and reciprocal adaptation is the procedure through with it operates in discourse. In the observed data, the emotional transformation chain consists of stages of joint contributions (Clark 1999) where each participant gives a new emotional direction or potential of negotiation, towards or away from conflict:
1. flattery is reciprocated with confidence resulting in openness for cooperation 2. laughter, carrying sense of superiority is reciprocated with seriousness, confusion, Emotionally loaded imperative expressions such as 'knock it off', 'come on' and throat clearing act as more powerful persuasion devices than the arguments, which are inferential and unmotivated. Def's sudden anger display has a successful strategic effect (Vogel 2008 ).
Prs' emotive-cognitive reaction/adaptation to threats and anger is expressed by increase of self-repetitions, pauses, hesitation sounds, and ends with silencing. The emotional transformation here is: aggression, threats -> confusion, anxiety, rebuts = conflict. This form of adaptation is reciprocal but opposite. Example 3 below illustrates direct reciprocal adapation which constitutes the final agreement and resolution of conflict (lines 239-243). It reminds of the adaptation in Example 1 as it is another form of empathic exchange (226-234).
Example 3. 
